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NO CAR STOCK POLICY 
New Jersey Management Meeting 
February 21,1995 


Positives: 

• Wholesale time 

• Pick up damages - retail 

• Reduced financial responsibility 

• More professional 

• cars vs. vans 

• improved product availability ♦ long term 

• higher call count 

• 3-P's 

• reduced excuses 

• requires selling skills 

• entire car stock issue 

• reduced dependence on SR for inventory 

• reliance on wholesale partnership 

• assignment "Price" motivation 

Negatives: 

• RJR Jobs loss - perception - fear 

• brand distribution (new brands, slow movers, chain calls) 

• rep working around system 

• Short Term: 

• compliance problems 

• product availability 

• call procedure adjustment period 

• promotion overstock at jobber 

• direct account cooperation 

• prebook 
. VAP 

. DPC 

• jobber rep 

• high volume calls get reduced promo's 

• loss of control on promo's 

• jobber follow through on programs 

• combating competitive programs in store 

• coverage/frequency patterns 

• reduced chain promotion penetration • no wrapping 


Source: https://www.industrydocuments.ucsf.edu/docs/rnjyOOOO 
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Action Plans: 


• begin reducing car stock immediately 

• reduce FSOF to $400 - $500 

• obtain best practices form test regions 

• inform jobbers in person ASAP 

• formal letter to contract accounts restating contract compliance 
requirements 

• SR worksheet on product requirements for displays 

• meeting with jobber salesmen 

• one rep in each division implement immediately 
share results with division 

discuss at March meeting 

• list of all jobbers W/ phone # and contact person 

• updated chain order book numbers 

• jobber distribution program 

Sales rep incentive > prizes, cents per carton sold, etc. 

• PT budget to wrap promo's at chain warehouse 

• SR identify damages at retail for return to jobber 

• jobber sell sheet on RJR programs (standard + monthly DPC) 

• SR monthly color sell sheet/prebook form 

• address labels for all jobbers provided to reps for prebook, 
ink stamp • "Cigarette Order Enclosed" 

• SR initiated DPC program 

$.20/off, B1GF lighter, B1G1F, Etc. 
investment spending * Z99 & C13 

• more flexible Co-Marketing contract to increase promo spending 

• inform appropriate managers re: jobbers not handling prebooks properly 

• through weekly jobber calls 

Exceptions to No Car Stock: 

SRT keeps car stock to work Z99 calls 

Central to test with car stock, North Jersey to test without car stock 


Source: https://www.industrydocuments.ucsf.edu/docs/rnjyOOOO 


51846 9313 



